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Production Conference 


Frank J. Tone, President of The Carborundum 
Company, Niagara Falls, New York, and Harold 
V. Coes, Vice President and General Manager, 
Belden Manufacturing Company, will be the 
speakers at the dinner during the Production 


Executives’ Conference at Detroit on the evening 
of April 28, 1927. 


Mr. Tone spent about two months in Russia dur- 
ing last winter and an interview from Berlin, which 
appeared in American newspapers, giving his im- 
pressions of industrial conditions in Russia, was 
most interesting because of the objective appraisal 


of Russian conditions which it represented. 


Mr. Tone will talk on the subject, “Some Obser- 
vations on Industrial Conditions in Russia.” 


Mr. Coes, who is Vice President of the American 
Society of Mechanical Engineers and one of the 
most representative engineers, is also an operating 
executive, and will speak on the subject, “Engineer- 
ing Principles of Production.” 


Marketing Executives’ Conference 


At the Bellevue-Stratford Hotel, Philadelphia, 
May 18 to 20, the Association will hold its sixth 
Marketing Executives’ Conference. 


The first day, Wednesday, will be devoted to the 
subject, “Compensation of Salesmen.” One of the 
features of this part of the program will be an exhi- 
bition of charts showing graphically an analysis of 
20 compensation plans, the charts having been pre- 
pared by Professor Charles W. Lytle of New York 
University, and at the last part of the day Professor 
Lytle will indicate which of the various compensa- 
tion plans are illustrated by the different charts 
which, incidentally, show the effect of the plan of 
compensation on unit cost of sales. 
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The other papers presented on compensation at 
the Conference will be as follows: 


1. Straight Salary Plan—After Trials of Point 
System, Bonus and Commissions, by George 
D. Olds, Jr., General Sales Manager, The Hills 
Brothers Company. 


2. Point System of Compensation, by William 


Sample, Vice President, Ralston Purina Com- 
pany, Inc. 


3. Compensation Plans Based on Analysis of 
Sales Costs, by H. G. Crockett, Resident 
Partner, New York, Scovell, Wellington & 
Company. 

4. Bonus Plans Used by Companies, by Pro- 
fessor David R. Craig, Research Bureau for 
Retail Training, University of Pittsburgh. 

5. Various Commission Plans of Compensa- 
tion, by C. P. Staubach, Newark Agency 
Manager, Burroughs Adding Machine Com- 


pany. 


A day and a half will be devoted to the subject, 
Making the Retailer a Better Distributor of Your 
Goods. This part of the program will be opened 
by a talk by William Nelson Taft, Editor, ReTart 
LEDGER on Present Evolutions and Revolutions 
in Retailing. This will be followed by the presen- 
tation of cases illustrating Making the Retailer a 
Better Distributor of the Product. The following 
cases will be presented: 


1. The Gorham Company, by Gordon Lang, Di- 
rector of Sales Development. 


2. Tide Water Oil Sales Corporation, by F. D. 
MacEachern, Manager Eastern Department. 

3. National Lamp Works of General Electric Co., 
by W. E. Underwood, Advertising Manager. 

4. E. C. Atkins & Company, by Keyes W. Atkins, 
Vice President. 


5. Champion Spark Plug Co., by F. B. Caswell, 
Vice President-Director of Sales. 


6. Scott Paper Company, by W. F. Mohan, Sales 
Manager. 

7. The Curtis Publishing Company, by H. F. 
Douglas, Assistant Circulation Manager. 

8. The Dentists’ Supply Company of New York, 
by A. S. Carman, General Sales Manager. 


This part of the program will be summarized by 
John Sullivan, Marketing Counsellor, formerly Sec- 
retary of the Association of National Advertisers. 
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Parallel to the session on Making the Retailer a 
Better Distributor of Your Goods there will be ses- 
sions on Marketing Direct to the Ultimate Purchaser. 
This program is designed especially for those who 
sell producer goods like machine tools, or other fac- 
tory, railroad and mine equipment, office and store 
equipment, securities or household equipment which 
are not resold. 


Cases of Marketing Organization Structure will 
be presented by: 


L. C. Stowell, President, Dictaphone Sales Cor- 
poration. 


H. R. Amott, Vice President, S. W. Straus & Co., 
Inc. 


M. M. Watkins, Assistant Sales Manager, Brown 
Instrument Company. 


Cases on Sales Personnel Management will be pre- 
sented by: 


E. E. Ames, Vice President and Director of Sales, 
General Box Company. 


R. D. Freeman, Retail Sales Manager, A. C. Allyn 
and Company. 


G. D. Whitefort, Assistant to Sales Manager, The 
National Cash Register Company, and one other. 


Cases of Customer Relationships and Service will 
be presented by: 


W. C. Allen, Sales Supervisor, The Black & 
Decker Manufacturing Company. 


H. F. Ettinger, Sales Supervisor, The Bell Tele- 
phone Company of Pennsylvania. 


C. R. Cary, Sales Manager, The Leeds & North- 
rup Company. 

At the Friday afternoon session, May 20, there 
will be two papers, one on Sales Personnel Man- 
agement—Selection, Training, Supervision—by 
John A. Stevenson, 2nd Vice President, The 
Equitable Life Assurance Society. In this paper 
Dr. Stevenson will emphasize particularly super- 
vision, a phase of their activities which has been 
developed since his noteworthy report on the 
Training of Salesmen. 


The other speaker will be P. D. Saylor, Presi- 
dent, Canada Dry Ginger Ale, Inc., on the sub- 
ject, Marketing Canada Dry, both chronological- 
ly and topically. Those who know something 
of the remarkable story of the development of 
the Canada Dry organization will be most inter- 
ested in hearing full details. 


On Wednesday evening, May 18, there will be 
a dinner meeting, at which the two speakers will 





be Dr. Donald Marvin, Economist, Royal Bank 
of Canada, who will talk on Installment Selling 
and Buying, and Edgar J. Kaufmann, President, 
Kaufmann Department Stores, Inc., who will 
talk on the subject, Retailing in 1935 and How 
It Will Affect the Manufacturer and the Dis- 
tributor. 


On Thursday evening there will be a surprise 
dinner at Kugler’s Old Mohican Club, conducted by 
the Philadelphia Sales Managers’ Club, which has 
been giving wonderful cooperation in making ar- 
rangements for the conference. 


New Members 


The following members joined the Association 
since March 15, 1927: 


Class C Research Sustaining 


White Sewing Machine Company 


Company 
Bridgeport Brass Company 
Chicago Mill & Lumber Company 
Cluett, Peabody & Co., Inc. 
Ford Motor Company of Canada, Ltd. 
French Battery Company 
Halsey, Stuart & Co. 
Johnson & Johnson 
The Atlas Underwear Co. 
The Chas. E. Bedaux Company 
The Crawford, McGregor & Canby Company 
United Hotels Company of America 


Individual 


Forty-one individual members joined the Associa- 
tion in the month of March. 


Vacations 
A concise report giving a cross section of vaca- 
tion policies of New York City business concerns, 
as practiced by 110 members of The Merchants’ 
Association of New York, is available to those who 
are interested. 


A volume of 290 pages, the 1927 edition of the 
Vacation Guide, for New Jersey, Eastern Pennsyl- 
vania, New York and most of New England, is 
published by Vacation Service, George A. R. Mead, 
Director, 315 Fourth Avenue, New York, N. Y. 
Those in the metropolitan area may invest in the 
Vacation Service for their employees; those outside 
this district may purchase the volume only. 
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Sales Quotas and Market Analysis 


Sales Quotas Based on Market Analysis $ .75 
By Everett R. Smith, The Fuller Brush 
Company 
Territorial Market Analysis 


By H. G. Weaver, General Motors Cor- 
poration. 


Fixing the Salesmen’s Task 


By William Sample, Ralston Purina Com- 
pany; E. Waldo Emerson, Tide Water 
Oil Sales Corporation; H. G. Kenagy, 
Armour and Company; L. V. Britt, Bur- 
roughs Adding Machine Company. 


Sales Budget Practices and Principles ..... 
By G. C. Willings, Intertype Corporation 
of New York. 
Budgeting Sales Expense and Sales 
Quotas 75 
By Joseph H. Barber, Walworth Company. 
Budgeting Technique 2.00 


A Symposium by James O. McKinsey and 
a Committee. 








These reports are available to non-members at 
the above prices. Orders for less than $1.00 net 
must be accompanied by cash. 


For additional copies 
20% Discount to Individual Members 
50% Discount to Company Members 


AMERICAN MANAGEMENT ASSOCIATION 
20 Vesey Street New York, N. Y. 


Please send me your literature as checked above. 


Name 
Title 
Company 
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1) Methods of Computing 
and Charging Office Costs 
of Operation 

By H. J. Taylor, Jewel Tea Co., Inc. 


A lucid and practical description, 
illustrated by a table showing control 
of home office cost of operations; a 
form used in accumulating inter-unit 
work done in the office; an analysis of 
proposed new or transferred work; 
and a report to unit heads on cost of 
operating units. 


L] Charts and Manuals in 
Organization Work 


By Representatives of the Ameri- 
can Exchange-Irving Trust Com- 
pany. 

Two vice-presidents and the editor 
of manuals have presented this bank’s 
program in preparing the charts and 
manuals of the company’s procedure. 
It is a clear outline, effectively illus- 
trated, from which anyone could de- 
velop a similar plan. 


These reports are available to non-members at 
the above prices. Orders for less than $1.00 net 
. must be accompanied by cash. 


For additional copies 
20% Discount to Individual Members 
50% Discount to Company Members 


AMERICAN MANAGEMENT ASSOCIATION 
20 Vesey Street New York, N. Y. 


Please send me your literature as checked above. 


Name 
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